
THE VENAFI 

MARKETING MACHINE

PRODUCT / SERVICES MARKETING

MARKETING COMMUNICATIONS

DEMAND GENERATION

Market Competition Customers Direct Leveraged
(Channel)

Existing
(Expansion)

Audience Definition

Positioning

Messaging

Influence Influencers              Thought Leaders

Collateral
White Papers
Case Studies
Success Stories
Business Cases
Best Practices Guides
ROI Calculators
One Sheets
Flash Demos
Product Demos
Presentations
Eval/ PoC Guides
Purchase Enablers
Web Content
Vert-Specific Content
Joint-Mktg Collateral
etc.

Business Influencer Strategic fit / impact
High-cost  cross-org decisions
Net impact on risk profile (+/-)
Stability of vendor
Value creation or preservation

Technical Influencer Technical due diligence
Operational impact
Fit within existing environment
Training needs
Impact on security posture

Decision Maker ROI/TCO Analysis
Financial justification / funding source
Cost to implement / maintain
Net impact on FTEs (+/-)
Plan to measure promised results

Pain Awareness

Encryption Must Be Managed
You’re not doing it today and it’s 
costing you.

They Failed to Manage
Fail to manage...bad things 
happen.

Impact of Ignorance
Choosing to ignore your encrption 
environments brings business 
systems to a screaching halt.

Un-/Under-Management Cost
Failing to manage encryption 
properly/proactively costs organi-
zations millions

You Can Be A Hero
Taking a proactive approach to 
managing encryption will yield 
heroic results.

Market Education

SM4E :: Automation Platform
Whenever manual work con-
sumes FTEs, IT professionals 
turn to automation.

Discovery
SM4E starts with discovery and 
continues with more discovery.

Lifecycle Management
At the heart of SM4E is an auto-
mation engine that replaces 
manual processes

Application Configuration
Automate policy-based configu-
ration of systems, platforms and 
applications.

Monitoring and Reporting
SM4E wouldn’t happen without 
operational, compliance and se-
curity monitoring and reporting

Vendor Stability

Analysts See Venafi
Gartner, Forrester and others 
have identified Venafi as the lead-
ing and only SM4E vendor.

You Know Our Customers
Some of the world’s leading orga-
nizations are using Venafi.

We Understand Your Problems
We invented it and we continue to 
expand ou r vision for SM4E.

Venafi :: Reviewed
Here is a recent product review 
by a well-known industry publica-
tion. 

What are People Saying? 
Quotes and testimonials from all 
over.

Role-Specific Tracks

IT Operations

Steamline More of Your Op
Improve operational efficiency  by 
automating manual work

System Availability / Uptime
This stuff is scaling at your peril - 
you know you can’t run what you 
can’t automate.

Ops Discovery & Monitoring
How do you predict where you are 
at risk of downtime?  You need a 
SM approach to encryption mgmt.

SM4E Best Practices
How do the world’s most 
forward-thinking organizations 
think about SM4E?

Increase Security Thru Autom
Lowring the TCO of encryption 
could allow you to use it more 
deeply and broadly.

Compliance
External forces require the use of 
encryption - how do you measure 
and demonstrate compliance?

Audit Readiness
Applying the systems manage-
ment disciple to encryption deliv-
ers tools to shorten audits.

Enforce Your Policies
Abstract paper policies into 
automate-able rules and proce-
dures used by the SM4E system.

Information Security

DevelopNurtureSeed

COTS Exists to Manage It
Mature SM4E software changes 
the standard of due care for en-
crption management.

Bad Behavior
Things to watch for that could 
lead to problems (self-signed 
certs, rogue CAs, etc).

Audit Readiness 
Applying the systems manage-
ment discipline to encryption de-
livers tools to shorten audits.

Is MQ a Dirty Little Secret?
Given the threat insiders pose to 
every organization it’s time to 
step up MQ security.

Auditors

SM4E Has ITIL Implications
Are you embracing ITIL?  Venafi 
can help.

Your Reputation Is at Risk
Something as minor as a certifi-
cate warning or as major as an 
outage impacts your brand.

How do I Assess My Org’s State
What are the 5 questions I should 
be asking my direct reports to 
measure our risk potential?

What Are Other Orgs Doing?
Best practices for managing en-
cryption.

Leadership

Pursue

Continuous
Scoring

Racetrack

(Phone Call / Email) (Phone Call / Email) (Phone Call / Email) (Phone Call / Email) (Phone Call / Email) (Phone Call / Email) (Phone Call / Email)

Regular 
offers to 
keep brand 
and market 
solutions  
in front of 
prospects.

People Like You Work With Us
Whatever your role, Venafi can help you do it better.  Who are you?

Operations, Security, Auditors, Leadership

Creative Services
Branding
Style Guide
Templates
Logos
Icons
Packaging
Design
Apparel

Web Strategy
Web Design
Site Usability
Site Maintenance
SEO
Site Analytics
Blogging
etc.

Branded Gifts
Copywriting
Corp. Positioning
Internal Marketing
Exhibit Design
Layout
Collateral Production
etc.

Electronic Marketing

Tier 1 Analysts

Tier 2 Analysts

Tier 3 Analysts

Tier 4 Analysts

Enterprise Management Associates
Enterprise Strategy Group
RedMonk
Burton Group
451 Group

Quocirca
Security Catalyst

Media Analysis
Media Planning
Media Buying

List Acquisition
List Rental
Dbase Maintenance / Hygeine

Analyst Relations
Analyst Relationship Mmt
Spokesperson Mgmt
Analyst Briefings
Analyst Inquiries

Media
Analysts
Podcasters
Bloggers

Media Relations
Media Relationship Mmt
Spokesperson Mgmt
Press Releases
Media Pitches
Blogosphere Outreach
Awards
Reviews
Speaking Opportunities

Events:

A
dvertsing

Seminars, Workshops, Webinars, Industry Events, etc.

Pull / Awareness: Print Advertising, Whitepaper Syndication,               pay per click, etc.

Push / Direct Marketing:

Launches

Campaign Strategy, Design & Planning

Campaign Execution

Qualification / Scoring

Sales Enablement
Messaging
Objection Handling
Release-Specific Info
Competitive Positioning

Sales Presentations
Competitive Write-up
Intro Emails
Phone Scripts
Sales Prompters

Market Training
Market Insights
Analyst Insights

From PM:
Competitive Analysis

Direct Email, Direct Print, Telephone prospecting, etc.

Create New Pipeline Opportunities
     Qualified Meeting (QM) generation
     Customer cultivation for expansion deals
     Support development of leveraged G2M channel

Capture/Defend Market Share
     Establish rules to enter and compete in SM4E space through thought leadership
     Demonstrate market need for and size of SM4E
     Establish and maintain “inventor” status
     Demonstrate market penetration through customer traction

Recruit & Retain Top Talent
     Attract top talent to join the Venafi Team 
     Energize employees to improve loyalty

Demonstrate Vendor Stability
     Hype ISV/CSI Partnerships and customer traction
     Market technological “sizzle”
     Puff company up like a blowfish

Shorten Sales Cycles
     Refine campaigns, messaging and targeting 
     Improve sales readiness

Continuous
Scoring


